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Note: 

1. The paper is divided into three sections: SECTION-A, SECTION-B and SECTION-C. 

2. There are seven questions in SECTION-A, attempt ANY FOUR. 

3. SECTION-B has five questions, attempt ANY THREE. 

4. All the questions of SECTION-C (Case Study) are compulsory.

SECTION-A (10 Marks each)

1.
What kind of information do retailers communicate to customers? To suppliers?
2.           Explain the retailing concept and retail formats available in Indian markets?
3.           Write in brief the concept of customer satisfaction and customer loyalty?
4.           Why should a retailer devote special attention to its core customers? How should it do so?
5.           What are the functions performed by retailers? Explain.
6.           Explain the concept of Organized and Unorganized mode of retailing?
7.           Write short notes on:
               i) 
Environmental theory of retail development 
              ii) 
Cyclical theory of retail development 





     (5+5)

SECTION-B (15 Marks each)
8.          Explain the ‘Retail life cycle’. How does it help a retailer in strategic planning? 
9.          How has changing socio-demographic situation of India, contributed to growth of retail sector in 
             India? Explain.
10.       What is franchising? How does it help the companies to expand their retail format? 
11.       What is the concept of Corporate retail Chains. Explain the reasons of their success in India?
12.       Write short notes on:
         
i) 
Store site location

        
ii) 
Visual merchandising

       
iii) 
Supply chain dynamics






  (5 marks each)
SECTION-C (15 Marks)

Case Study (Compulsory)

The local Grocery retail store owner Mahendra feels the heat of an organized retail store being run and managed by a Corporate in neighbourhood. Much more worry is about the kind of schemes and discounts that the store is able to offer to its consumers along with lot of variety and beautiful visual merchandising with convenient and relaxed shopping experience. This has prompted him to think as to how to tackle this situation because local consumers are getting attracted towards this new store. 
Atma Ram & Sons the local grocery store has the advantage of being very old in the area and is mostly known to all the residents. The store has a very good customer base and is patronized by housewives because they think it is easy to deal with the owner and they are able to purchase goods on credit and pay later. This cycle is being worked out effectively. Also they believe that he is able to give them good rates and quality products as per their need. The store receives order on phone and able to deliver it at home. Also the owner has been willing to deliver even small orders at home to known customers. 

There are other retail stores also in the close vicinity but Atma Ram & Sons is a well-known retail outlet and is quite big in size as far the infrastructure is concerned. 
Since the opening of a new corporate retail chain store it is natural for consumers to get attracted because of infrastructure, beautiful visual merchandising, self -browsing and the discounted prices. Atma Ram’s owner Mahendra could sense his consumers drifting away towards the new store and falling sales. 
He decided to spend money on renovation of his old store based on the similar lines of new store. 
13. 
Case Questions:
i. What kind of consumer behavior is reflected in this case study? 



         (5)
ii. Do you think Atma Ram’s owner’s decision to spend money on renovation is correct decision at the time of declining sales? 







         (7)
iii. Suggest a marketing strategy to Atma Ram’s owner to maintain his existing clientele? 
         (3)
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